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THREE OF A KIND 


—and that. kind the best. 


These three Griffin Shoe Dressings will appeal 
to your customers—will give entire satisfaction. 
You can recommend each one of them and feel assured that they 
will live up to every good word you say. 
We have “A Dressing for every shoe’ — write us for fullest 
information. 
All goods shipped F.O.B. New York on orders of 100 Ibs. or over 
(which would take in one gross of the small or large Peuerwhite, 
large Kidine or one gross of the Lotion Cream 2 ounce size) we 
make an allowance of 75 cents per 100 Ibs. If the rate to your 
city is less than this we would pay the entire charges. If more, 
this allowance will be deducted from the actual rate. 


Sey 


GRIFFIN | iA 








GRIFFIN 
WHITE KIDINE 
OR wee TE «0 SHOES 
AL 1S NOTING LIKE (T 











7 id. A th h In iio, rs light tan, arene Seow, 

For all white shoes except oroug dar wn, gray an os gray. 

» A... ry ray i kid — fini fae cleaner, not a ge 3" oz. size pare softens ao be gy hid leather. 
to rton, gross, ‘ontains no injurious 

Small (15¢ size) $13.75 per oom, S. 20 a aoe Gosen. '$ os. size, neck box, leather a, “eold creams is to the chin. 

per dozen. Large = size) $22 per $22.50 per $2.00 per dozen. Sus. sine, $20.08 por ene or Oe 


GRIFFIN MFG. CO. 


69 MURRAY ST. 
NEW YORK, U.S.A. 
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Artistic, 


Durable 


Shoe Trims | 


| 
with these | 
Quality 


Fixtures 


ERIOD wood fixtures are the modern, up-to-date modes of shoe window 

trimming. In period wood fixtures are combined softness of tone, distinc- 
tiveness, harmony and that classic beauty which all high-class window trimmers 
seek in their displays. 


No matter what period of wood fixtures you desire — Colonial, William Send for 
and Mary, Louis XVI, Classic, etc.— we can supply you in this line. And Catalog B 
we can furnish them in any style of design or finish — mahogany, ivory, wal- Showing Many 
nut, etc.— to match woodwork or background. Designs 


A new book has just been issued for Merchants — Catalog B. It con- 
tains many helpful suggestions and designs. Write for your copy. 


The Decorators Supply Co. 


2547 Archer Ave. : : Chicago, II. 


No. 350. OVAL PLATEAU 
No. 314 


15 in. high 10 in. high 5 in. high . 
11 x 15 in. top 11 x 15 in. top 1l x 15 in. top Shoe Stand, 8, 12, 18 or 24 inch 














We Are Going to Convince You— 
Then You Convince Your Customer! 


A merchant might reasonably hesitate to commend the Cordo-Hyde lace to his 
customers if he were not thoroughly familiar with its performance. 
This hesitancy would be set aside if he were to wear a pair in his own shoes. 

We will gladly send to any merchant or buyer a pair of laces if he will tell us the 
length and color, also state his preference for flat or round. 

Cordo-Hyde is unlike any other lace. The fact that it is superior to the others, 
that it does lend itself more excellently to the shoe, and that it positively stays 
tied, has been demonstrated to our dealers and their customers. 

Furthermore, the repeat orders prove that it is for its goodness that this lace is 
preferred by the consumer. It is not inexpensive but the increased service is so 
much greater than the increased cost that it is economy to pay more. 


Eventually the good things about this lace will be generally known. Why not you 
be the one to acquaint your customers of a lace that outwears by months ordinary 


laces? 


LACES 


Made in flat and round—All colors and lengths. 
In addition to our regular packing we have the Special Display Box . 


—it has proven a salesmaker. 

Also permits you to find out just how much this lace is appreciated 
before buying in quantities. 4 

The Display Box holds one gross of laces, has four compartments 
so that you can have the four popular colors—Black, Tan, Mahog- 


any and Cocoa. 
We pack the assortment to suit you and bill at regular gross price— 


no extra charge for the special packing. 
We suggest that your order includes both flat and round laces. 


PRICE LIST 


‘ 
Lengths 27” 28” 30” F s 40” 
0216 Round 5 4.20 4.50 5. * .00 
\. 4.76 5.10 . . -80 


Samples and complete price list if you prefer. 
Prices subject to change without notice. 


LACE DIVISION 


O. A. Miller Treeing Machine Co. - 
BROCKTON, MASS. 
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The City in the Window 


The City Was Put in the Store Windows and the City Turned Out to See 
the Windows 






the store windows? Peabody, Massachu- street lighting and band concerts and dancing in 
setts, did it. Father and mother and sister the street. 
Sue and little Johnny all were there. They stood in But the window displays were the thing that 
front of the windows, and monopolized the atten- 
they talked about the goods tion. Just regular dis- 


in the window, and they plays they were. The 
were as interested in the manufacturers put their 


windows as boys at a goods in the windows, in 
baseball game. That is the manner of ordinary, 
real window display, isn’t average window dressing. 
There were no freak dis- 


CG AN you imagine a whole city turning out to see chant had his regular goods. There was extra 










it? 

Not much of anything plays and no circus stunts. 
new was therein this special The people settled down 
window display except that to a study of the regular 





goods. They enjoyed 
looking them over. The 
man who worked in the 
factory would stand in 
front of the window and 
tell his friends how the 
goods were made. Most 
of the talk on the street 
was about the goods in 
the windows. 

The spirit of the occa- 
sion was right. The win- 
dow displays had been 
advertised. Only plain, 
straight-forward advertis- 
ing was used, too. It 
brought results. People 
loaned by 50 merchants. stopped to look into the 
Fifty manufacturers put windows who never did 
their goods in them. Forty displays were of leather. so before. People who never before said more than 
The others were of printing, pottery, fabrics and other ten words about window displays spent an hour or 


things. In other windows of the store, each mer- two discussing them. 
73 





it was worked up right 
and advertised right. The 
advertising, very likely, 
had a lot to do with it. 
The newspapers talked 
about it in advance and 
posters announced it, and 
public speakers mentioned 
it. People got interested 
in it, perhaps not as keenly 
interested as did people in 
the Liberty Bond meet- 
ings. But they did get 
enough interest in it to turn 
out en masse to see what 
was in the windows. 

Fifty windows were 







# 
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The chances are that hundreds of these people will 
get into the habit of looking into the windows and 


talking about them. That will add. to the value of 
the store windows of every merchant in town. May- 








be it will double, or possibly triple, the value of the 
store windows. 


Since windows wil] be worth more they will be 
better dressed. Some merchants found, in arranging 
for the displays, that their windows were not quite 
up to the modern standards. There was too. much 
frame and too little glass in them. The display 
fixtures were not sufficient. The lights were not as 
good as they might be. Naturally, merchants will 
take steps to make up for these deficiencies. They 
will better their windows, and improve their window 
decorations. They will realize that wiridow display 


has a more important part in modern merchandising 
than they hitherto believed. 

This window display demonstration was arranged 
by the Chamber of Commerce of Peabody. It would 
be worth while for the Chamber of Commerce or the 
Merchants’ Association in other cities to try a similar. 
display. It will prove the drawing power of window 
displays, and help to advance window decoration to 
a new standard. It certainly is worth while to get 
the whole city interested in the store windows. 


Display Ideas from Manhattan 


By ERNEST A. DENCH 


New York and vicinity may not appeal to 


T's following unusual shoe displays noted in 
every shoe retailer for exact adoption, but 


may for adaptation. It is an easy matter to adapt 
the stunts to correspond with the store’s policy. Far 
better use a clever idea in part than reject it alto- 
gether, and this is the spirit in which these sugges- 
tions should be considered. 


The Sliced Shoe Proof 


The London Shoe Company, New York City, hit 
upon a decidedly original method in calling atten- 
tion to the fact that all leather was used in the 
manufacture of their men’s shoes. In one of their 
windows a shoe was cut in two, lengthwise, the mate 
denuded of sole and heel. A card pointed out that 
they were ‘“‘A pair of London shoes taken from stock 
and dissected to show the clean cut workmanship and 


74 


leather throughout.” Directly in front of the sliced 
shoe was its mate minus its sole or heel, and with 
this a card reading: “Showing a Boot going through 
the lasting process.” The space by the window pane 
was taken up by samples of high grade inner soles, 
one piece solid leather toe box, white oak cut outer 
soles, and one piece solid leather counters. Cards 
explained that these are the only materials deemed 
good enough to enable “London Shoes’”’ to live up to 
the claim that ““There’s worth all through the London 
Shoe.” At each side of the window was a pedestal 
draped with skins of tan leather similar to that used 
in the shoes. 


Largest Versus Smallest Shoe 
A clever stunt arranged in a leading Newark store 
was to place a pair of men’s shoes, size 14, in the front 
of the window, with a card stating that “We should 
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worry about your big feet. You'll be surprised how 
easily we fit you.” In the ladies’ shoe window were 
shown a pair of shoes even smaller than Cinderella’s 
slippers are reputed to be. A card here assured all 
feminine folk that “The size of your feet cuts no ice 
here. Try us for an easy fit.” A poster on the win- 
dow acquainted one with “Our Motto: Walking 
Made Easy.” 

As an excellent color contrast to the black shoes 
displayed in the window of J. and T. Cousins, Brook- 
lyn, New York, the pedestals were draped with gray 








plush. On the floor were strewn numbers of arti- 
ficial violets. This idea can be carried out with other 
blossoms, preferably those in season. mS 


Silk Socks as Bait 


When the Irving Shoe Company opened a new 
store in Brooklyn, New York, they attracted men’s 
trade by offering a pair of silk socks with each pair of 
shoes, no matter how low the price. What mere 
male, forced to wear cotton hosiery for’ economy’s 
sake, could ignore such an irresistable offer? A win- 
dow card appropriately begged the man to “Let us 
be your SOLE friend.” 

The Morse & Haynes Company, Springfield, Mass., 
inserted a small undisplayed advertisement in the 
“Situations Vacant” columns of the local newspaper. 
The announcement that caught the eye of every 
woman looking for a job was as follows: 


WOMEN WANTED with small feet to get 
fitted to boots, pumps and fancy slippers. 


The Limit in Simplified Spelling 


The John Ward Store, New York City, has used a 
form of spelling peculiarly its own that serves to 
make its window cards distinctive, aside from the 
cards themselves. One of the peculiar things about 
the John Ward simplified spelling is that you never 
know where it is going to creep out. And it is this 
spirit of surprise that arouses the curiosity. Here 
are a few recent examples: “Shoes tel much to the 
observant man. Do yours tel a story which you 
may be proud of? Let us serv you with our shoe 


sence;” “We will not sel willingly a shoe incorrectly 
fitted;’”’ ‘“‘The successful business cannot be a leech. 
It must give as much as it takes. It must back its 
claims with reliabl merchandise ;”““SAFEGUARDS— 
Correct Fitting—Ability—Conservativ Style—Policy 
—An old and Reputable House. John Ward, Men’s 
Shoes.” 

Here and there will be found a card that is spelled 
in the approved style. Take these three examples: 
“Put out your hand. It’s a shoe worth meeting x 
“We stand behind John Ward Shoes as firmly as 
you stand in them;” “Shoes that stand out from 
the common herd.” 


Rite in Name and Policy 


The Rite Shoe Store, Newark, is apparently right 
not only in name, but in policy also. For the “Rite” 
appeal is conspicuous on every window card employed 
—and “right shoes” is practically an inexhaustible 
theme in the hands of a prolific window card writer. 
From the window cards noticed, the followingfare 
the pick of the selections: “The Rite Up-to-the- 
Minute Last;’’ “Life’s long walk leads through Com- 
fort Lane if you are wearing Rite Shoes;” “The Rite 
Shoe Store Prices;’”’ ‘““These new season’s Rite Dark 
Tans are this season’s correct shades;’ ‘Footwear 
that Reflects the Spirits of the Times—Rite Shoes.’’g 

If the spectator grew tired of reading so much right 
this and right that, his mind was diverted into differ- 
ent channels with cards calling attention to particular 
shoes, such as ““The Season’s Most Popular Model.”’, 


Window Cards that Inspire Confidence 


The fundamental idea behind the window cards 
evolved by the Rival Shoe Company, New York 
City, is to create confidence in their shoes. Here are 
a few samples selected at random. 





’“Our intentions are good. If you find that we 
don’t practice what we promise, tell us about it. and 
give us a chance to prove that our heart is right. 
We aim to sell reliable merchandise;” 


“It is important that you buy from a merchant in 
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SPATS 


“Since 1898” 
FOR 


STYLE APPEARANCE FIT 


WILLIAM GREILICH & SONS 


Factory and Sales Offices N. Y. Office and Show Room 
Brooklyn, N. Y. Marbridge Bldg., 47 W. 34th St. 





Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, Aug. 30, 1919 


whom you can place absolute reliance. Aren’t you 
sure of us?” 

Two other window cards were more in the nature 
of suggestions: “Black for wear. It beats tan two to 
one; “The Competition in Peace—Be prepared to 


hold your own in the keen struggle of after-the-war 
days. Fortify yourself with Comfortable Shoes.” 

E. T. Martin, Charleston, South Carolina, is rather 
partial to alliteration. Here is a late sample— 
“Feet Fitted in Faddish Footwear.” 


The School Bell Rings 


Fix Up the Window Display for the School Trade 


story of your school shoes on it. 

That is just one suggestion for the school 
shoe trade. Use a school style blackboard. Have 
the clerk who writes on it dressed up like a school 
teacher. Other properties to correspond. These are 


Pre a blackboard in the window. Write the 





moving picture days. Also days for the moving 
window display. Action draws more attention than 
still life stuff. 

Yet the blackboard and. the school teacher may be 
too expensive. If so, use slates. Write the story of 
your school shoes on them. Don’t just scrawl on 
them some sing song slogan like “Our school shoes are 
best school shoes” and let it go at that. Tell a story. 
Write as many interesting things about school shoes 
as you can. Draw a picture of Cinderella and her 
glass slippers. Then a picture of the kind of shoes 
the children wear today. Make a picture of Whit- 
tier’s barefoot boy, or a picture of Jack Horner, or of 
Washington in high boots, or of Buffalo Bill. Then 
add a picture of your best boy scout shoes. Put life, 
and contrast, into the window display. That’s the 
stuff that gets the attention. Remember that the 
kids are your best friends. They will keep on talking 
about your store, if it interests them, and will tell 
Ma and Pa about it, for a dog’s age, and they will 
want their shoes to come from your store. 

What findings should you show for the opening of 
the school trade? 

Well, there’s stockings. Why not make a drive on 
a special line of stockings. Certainly if you can sell 


1,000 pairs of school shoes, just before the school bel 
rings again, you can sell 1,000 pairs of stockings, and 
then some more. 

Then there are blackings. The poet said some- 
thing about “the school boy with his shiny face.” 
Let the shoe man say “The school boy with his shiny 
shoes.” 

Put a boy in the window shining his shoes. This 
live stuff will draw the crowd. Write on the black- 
board a few extracts from your familiar knowledge of 
blacking. Tell the crowd that a pair of shoes blacked 
daily will wear longer. Tell them that a shine a day 
saves a dime a day, provided the boy. does it himself. 
Tell them that a boy should shine his shoes as surely 
as he washes the back of his neck. Use human 
nature stuff all you can. It takes with the junior 
trade. 

Buckles are good merchandise to offer to the big 
girls’ trade. Many a girl going to college will buy 


. party slippers, and buckles, at the home store. Per- 


chance some enterprising merchant will work up a 
college girl’s outfit of footwear, including school 
shoes, rest slippers, sport boots, dancing pumps, 
buckles, dressings, shoe forms, foot powders, and 
hosiery. A collection like that, well aranged, and 





a trunk tagged for college to the right of the window, 


the college girl herself on the left, and a picture of thé 

college in the background, is a theme for a window 

display that is worth thinking about. : ee 

Study the window display, not just as.a feature, for 
(Continued on page 90) 
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A STRAIGHT line is the shortest 
distance between two points— 


“Onyx” 


is the straight line between your 
Department and Success. 


Over Ten Thousand Hosiery De- 
partments attest this fact. 





Reg V3 Pat. orice 





F or the convenience of merchants 
in Buffalo and the vicinity we have 


opened an Office at 


210 PEARL STREET 
Mutual Life Bldg., 
Buffalo, N. Y. 





Boston Office: 
$1 Bedford Street 


Emery & Beers Company Ine. 


Sole Owners of “Onyx”? Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Philadelphia Office: 
1083 Chestnut Street 


















Chicago Office: 
The Lytton Building 
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Leather Saving Powder 


Call it leather saving powder instead of foot 
powder. Then see if the sales increase. 

To change the name will be a novelty, and novel- 
ties attract attention. Sales are made by attracting 
attention. 

Foot powders were first offered to the public for 
keeping the feet comfortable. It turned out that 
they save leather. They absorb the perspiration of 
the feet. If the powder does not absorb the perspira- 
tion, the leather will. And the acids of the perspira- 
tion will rot the leather, and shorten the wear of 
shoes. 

Offer “leather saving powder” to the public, and 
sales of it should increase, just the same as sales of 
blackings and dressings increase. It is as reasonable 
to keep the insides of shoes clean as it is the outsides. 

Thrifty people, who have given scant attention to 
foot powders, possibly thinking them a luxury, will 
be likely to buy them if they are offered as a leather 
saver that will help to make the shoes wear longer. 


A Lace Tipper that Won’t Break 


A new lace tipper is being marketed which is 
claimed to overcome chance of breakage since there 
_is no lever action at any point. The materials of 
which it is made are tool steel for the tipper portion 
and aluminum alloy for the body of the tool. A stop 
at the base of the handle prevents undue pressure and 
absolutely removes all possibility of breakage of the 
handle. The die, of fine tool steel, is direct acting. 
There are only five parts in the entire tool. It is 
firm, workmanlike in appearance and simple in opera- 
tion. The price is $2.00 and the discount to jobbers, 
through whom the article will be sold, is generous. 
Shoe merchants interested in this tipper will be given 
the address of the manufacturers by writing to the 
Equipment Editor of the “Boot and Shoe Recorder.” 


Buckles Galore 


Four thousand varieties of buckles are among the 
samples of one firm. They range in price from 114 
cents to $11 a pair. 

That looks like variety enough to please one and 
all. However, if it doesn’t there are hundreds of other 





styles of buckles. Prices of them range up to even 
$60 a pair. 

And if a fastidious person isn’t pleased with any of 
the variety of buckles in the regular stock, she may 
have a pair of buckles made of individual design. 

She may pay as much as $100 for them, and more 
if she choses. The money will not be squandered. 
Such buckles as these may be worn during a lifetime, 
and then handed down to children and grand children. 

In the art of decorating fine footwear buckles have 
at last come into their own well deserved place. It: 
certainly looks as if boundless variety of buckles ° 
means boundless variety of business in buckles. 








Getting Full Value from Windows 


There’s a tendency these days to make every inch 
of window space work for its keep. That’s to be 
expected. Store rents are higher, window space is 
more valuable and full utilization is good business. 
So we see shoes arrayed from the floor to the ceiling. 
But we have yet to see stockings hanging from the 
ceiling, though we have an impression that we did 
see some shoes hanging from a ceiling in a London 
store in days before the war. : 

To the minds of some window decorators the selec- 
tion of one shoe and its artistic display on the floor of 
the window is the acme of their art. But it seems to 
be the desire of many merchants these days to put 
into the window all the shoes it will comfortably hold. 
So there are shoes in rows on the floor and shoes on 
shelves on the background of the display, the top- 
most of them being so high that the passerby has to 
look up to see them. 

There’s reason in this flooding of windows with 
shoes. People are shopping thriftily these days, and 
styles of shoes are many. He who sees in the window 
exactly the shoe he desires is likely to go in and buy. 
Hence the more shoes in the window the more at- 
traction to possible customers passing by. 











A Perfect Dressing for Every Shoe 


Are you prepared with a full stock of “Eagle Brand” Polishes for the Fall season? Your 
jobber has a complete supply of all the desirable polishes that will be demanded for present 
styles and colors of footwear. With the tremendous popularity and established quality of 
“Eagle Brand” Polishes, you should not delay stocking up to meet heavy demand. 








EAGLE 
BRAND 
POLISHES. 




















A perfect cleaner and dressing for every shoe and every color. Concentrate on “Eagle 
Brand” and watch your findings sales GROW! 





The American Shoe Polish Company 


CHICAGO 























& 
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The Most Valuable Equipment 


Some own stores. Some lease stores. Either 
way, the store is the most valuable equipment. 
If a merchant owns his store it is worth more 
today than ever before. If he leases his store he 
should make sure of his lease. In one town there is a 


shoe merchant who is to be put out of his store after 
an occupancy of 30 years. He didn’t make sure of 
his lease. A more enterprising fellow leased the 


store over his head. Now he has no place to lay his 


head. 

Advantages of store ownership are many. A man 
who owns a store is complete boss of his business. 
Every cent that he puts into store improvement is 
money put into his own pocket. By owning his 
store, he can develop his own ideas as to what is best 
in store equipment, arrangement, and development. 
He has a good investment, and a sound security on 
which to borrow money at the bank. 

Advantages there are to leasing a store. The mer- 
chant who leases a store has his money to use in his 
business. He is saved from the troubles that always 
come with the ownership of real estate, particularly 
those ever-present and ever-enduring troubles of 
taxation and depreciation. 

Truth there is in the remark that it takes a specialist 
in real estate, and not a shoe man, to handle real 
estate successfully. Also, there is truth in the re- 
mark that the man who owns bis own store puts his 
heart into his business more earnestly than does the 
man who expects to be here today and there to- 
morrow. 

Other aspects there are to this matter of the rela- 
tive merits of store ownership and of store leasing. 
A good subject for debate it would make at some Fall 
meeting of a shoe trade association. 


What Is Coming in Windows? 


The makers of store windows have succeeded iu 
making the store front of the street floor as near all 
glass as possible. There is a bit more they might do 
in glassing in the rear of some stores, for one can see 
with half an eye that the store fronts on side and back 
streets are not fixed up quite as finely as store fronts 
on the main streets. ‘ 

Perchance the new step by the store front experts 
will be the windowing of the second floor just like the 
windowing of the street floor. Or it. may be that 
they will find a new way to let daylight into the 
basements. - 

Street traffic in our big cities is getting so congested 
that people will eventually take to elevated side- 
walks, or to subways, for walking, as well as for 
riding. 

Imagine an elevated sidewalk running along the 
second story of the store. . Windows along that side- 
walk would be as good as windows on the street floor. 
The subway sidewalk, with its window displays, we 
already have. 

A “gob,” speaking from his naval experience, tells 
us it would be a good idea to use a periscope on stores, 





WHA 





so that people walking along the sidewalk could 
glance into it, and see what is shown in the window 
of the floor above, or in the window of the bargain 


basement below. 


Fix Up Your Equipment for Fall 


Look over the equipment today. See if it is all 


, right for the Fall trade. Even take a glance ahea 1. 


81 


Consider if it will pay to make a Christmas present 
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CRYSTAL GLASS 


FIXTURES for 


DIGNIFIED DISPLAY 


No matter whether you desire to set up a trim of women’s, men’s or. 
children’s shoes, nothing will so well afford such dignity of appeal, such 
simplicity and beauty of arrangement as Crystal Glass Fixtures. 


Varying heights and sizes of units adapt themselves to any style of 
window or decorative effect. 


Send for Catalog No. 9 


This Book shows all the latest designs of Crystal Glass Fixtures that many 
shoe stores are using with great success. It will pay you to send for your 


copy—today. 


Crystal Fixture Company 


359 Monadnock Building 


CHICAGO, - - - ILLINOIS 




















TO THE TRADE 
LAMBS’ WOOL SOLES 


“Capitol”? Lambs’ Wool Soles 


NTICIPATING the large demand for 
Wool Soles now that War Work Knit- 
ting is not required, and believing that 

women will return to their former occupation 
of Crocheting Slippers, which will require 
Wool Soles, we wish to call the attention of 
the Trade to our facilities for supplying 
promptly this class of goods in all grades, and 
well-known brands, which we have been sup- 
plying to the Trade for a number of years past. 


Order Early to Meet the Above Demand. 
Prompt Shipment on Early Orders. 


The Wiley-Bickford-Sweet Co. 
HARTFORD, CONN. 














Hich Grade Glee Raikes 


BETTER ANTICIPATE YOUR WANTS ON 
RHINESTONE BUCKLES 


The market is short of supplies and the demand is 

heavy. We can take care of Fall orders promptly 

if you place them now—600 styles— Prices hom 
85c to $18.00 per pair 


CUT STEEL BUCKLES 


We are getting in large shipments every week—in 
’ pee, te and Jet. 


BEADED BUCKLES IN ALL COLORS 


Fichtman - Alexander Co. 
36-38 East 20th Street, - New York, N. Y. 




















of a new piece of equipment to the store, and give it a 
good start for 1920. . 

Buy your equipment not for show. Buy it for 
service. The bauble may catch the eye. But serv- 
ice is the stuff that counts. Make sure of your 
show windows, that they reveal quickly and truly to 
the passing throng the quality of your merchandise. 

Make sure of the appointments of your store—the 
fitting stool, the customer’s chair, the display stands, 
that the customer will get not only prompt and 
accurate service, but comfortable service. 

Keep in mind that you wish your customer to chose 
good shoes, and that he is not likely to do so if the 
store looks like a dump, and the equipment makes 
him think of a saw mill. 


Consider Your Printing 


It takes more paper to carry on a shoe store than 
ever before. Paper costs more. So the shoe mer- 
chant has some incidental, but quite important, 
problems about his printing. 

Printed matter promotes trade, of course, whether 
it be the printed card telling of the store’s goods, or 
the letter that is sent to remind the customer of the 
coming of Fall and his need of footwear. 

Much printed matter goes to waste. A glance at 
the basket under the desk proves it. If that basket 
could speak, it would say: “Do not overload me, 
please.”” Select your printed matter with care, and 
with such good taste that your customers will be 
pleased to read it. 
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The shoe store has not yet grown to be of such a size 
that it can afford a librarian, like a bank. But it can 
afford, no matter how small it is, some special atten- 
tion to its printed matter. 







The Store Library 
Books help to train brains. Books are plentiful. 
Brains are scarce. Put a shelf of books in the store, 
books and magazines and trade papers that tell about 
shoes, and the principles of business. It will help to 
prevent the Bolshevism that comes from badly fitted 
shoes. 







Illuminated Wall Cases 
If the store is dark try illuminated wall cases with 
plateglass fronts and concealed electric lamps that 
radiate a gentle flood of artificial daylight. They 
make excellent silent salesmen, acting as auxiliary 
show cases, and enable salesmen to quickly find what 
they want. 4 











The Sign on the Store 

Make it a welcome sign on the store, an invitation 
for the shopper to.enter. Some signs are so small and 
timid that the shoppers never see them. Some are so 
big and bold that they drive shoppers away. Some 
are just right in size and character. They welcome 
the shopper. If in doubt about the sign on the store 
consult the specialists on signs. 












Advice to Store Cleaners 


Go after the dirty places. The clean places will 
take care of themselves. 






















WHEN OLD MAN WINDIE CROSSED | AND OPENED uP with Exnieit A” 
THE AORIZON OF AIS LINE OF SAO, SAO TALES 
OF THE PAST 


CA BAG 
( i % I \ 


ANO THEN,AS YoU WERE 
BREATAING YOUR LAST,AE MEn- 
TIONED CASUALLY TAAT Ais 
FAMILY OF NINE WAS GOING 
AWAY ON A LONG VISIT ~! 


USTs 


OuT COMPLETE 


\ 
4, lili 





Did It Ever Happen to You? 


ANO WOULD YOu FIT.THEM ALL 


( 









ANO KEPT YOU HOG TIED $0 THAT] UNTIL HE AAO AIRED ExAroiTs 
YOU HAO TO CROP EVERYTAING x,Y. 2.&. 
ELse 







FN 


sal Machi 


WAICH YOu 010, COMPLETE AnD 
TAEN Some, ALL FOR SPaT CASH 







DID 
IT 






HAPPEN 
TO 
YOu? 
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Wherever there is a White Shoe 


there is a customer for 


— 


me PAIN Me 
The WHITE CLEANER 
“It Keeps White Shoes White.” 


There are two sorts of customers—those that come 
back for more and those that don’t! 


Every “ Blanco” sale you make 
means a _ satisfied customer. 








“Blanco” makes friends because it does its work 
well—because it is so easy to use—bécause it Is so 
convenient—in fact, because it is in every way 
satisfactory. 


It is worth while stocking a line that sells itself, sells quickly, 
and keeps on selling. 


Order your stock to-day. 
All jobbers have it. 


Sole Manufactur 


JOSEPH PICKERING & SONS. LTD. 


) SHEFFIELD, England. 
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Repair Shops in Shoe Factory Town 


In the heart of the shoe manufacturing district of 
Lynn there are several modern shoe repair shops. 
This, some may consider just a commonplace 
fact, like the tide table, but to others it is a sign of 
the changes of the times, and the tendency towards 
specialization, and service. 

In olden days Lynn shoemakers not only made their 
own shoes, but they mended them. The practice 
of mending them is not altogether obsolete, for more 
than one shoemaker still resoles or patches his shoes 
in the shop, after his regular day’s work is done. 

But most shoemakers, both men and women, now 
fetch their shoes to the modern repair shops that are 
located in the heart of the shoe manufacturing dis- 
trict. They wear their shoes to the factory, exchange 
them for their shop shoes, usually a battered old pair, 
and then run around to the repair shop with their 
street shoes to be mended. ‘The cobbler mends them 
while they work making new shoes and has them 
ready when the owners finish the day’s work in the 
factory. 

The man who repairs shoes can usually do a better 
job of repairing than the man who makes shoes, be- 
cause that is his specialty. Besides, the man who 
makes shoes appreciates, and is willing to pay for the 
service of the repairer in mending his shoes. So it 
is shown that specialization and service go together 
in making living more comfortable and economical. 


REPAIRING BY PARCEL POST 
By Ernest A. Dench—(I. R. Merritt) 


Beck, shoe repairer, Denver, Colo., secures con- 
siderable work that would go to repairers in the vil- 
lages adjacent to that city. He advertises his parcel 
post service in the local newspapers. The customer 
pays the postage when he mails the shoes. Beck 
pays the return postage and also avoids credit 
accounts by sending the repaired shoes C. O. D. 


Promoted Modern Repair Shops 
A man, skilled in cobbling shoes and having a good 
business head, has been spending some time in start- 
ing, developing and selling modern repair shops. He 
went. around the country, looking for places that 











were without modern shops. When he found such a 
place, he would open and equip a shop. After he got 
it going in good shape, he sold it, and then started to 
repeat the venture. He made money, and he is now 
planning to start in the shoe manufacturing business. 


Three Dollars for Resoling 
It is reported that the price for resoling men’s shoes 
has been advanced to $3.00 a pair in some big cities. 
Time was when $3.00 would buy a whole new pair of 
shoes. 





The Nature Tread Pad 


**Positions’”’ the Foot and Corrects Foot 
Ailments 

The Nature Tread Pad, manufactured by the 
Nature Tread Manufacturing Co., Chicago, IIl., 
positively prevents running over at the heels, break- 
ing down of the shank, curling of the toes or other- 
wise throwing the shoe out of shape. 

This device is only three-quarters of an ounce in 
weight and is made to fit all sizes and styles in shoes 
from AA to EE. It is so built that it takes the weight 
from the inner side of the foot and carries it on the 
outer border as nature intends. By directing the 
body’s weight along the outer border of the foot, the 
Nature Tread Pad comfortably compels the longitu- 
dinal arch of the foot to support itself by assuming a 
normal position. A little powder should be sprinkled 
into the shoe before inserting the pad. 





For the Keeping of Records 


Records of the store are of much value today. 
They should be kept in metal cases. A good strong 
safe is the only proper thing for the money. « A heavy 
one it should be. Only the other day, burglars lifted 
a locked safe from an Indiana store, and carried it 
away in an automobile. 

Lists of customers are a good asset these days, 
especially if kept on card records. Stock records are 
an essential. A store might be wrecked if the records 
of the bills due it were destroyed by fire. So put the 
money in the safe, and’ the records in metal filing 


~ cabinets. There is safety-in it. Also, neatness. and 


order. 








ee 
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Sell your customers shoes 


and HOSIERY 


Feature MEDALIA hose and 
make two sales at one time. 


This particular line of hosiery 
will give complete satisfaction 
—our experience with re-orders 
has proved this. 


Let us tell you how important 
hosiery is to your business. 


G. & A. WISE pistibiors 


130 FIFTH AVE., NEW YORK 


eM eI Telenor el ety 


ave 


Make Buyers Out of Passersby 


Hugh Lyons period fixtures attract most 
favorable attention—lend character and 
distinction to window displays. 


Let us send you our catalogs, showing our 
Adam, Queen Anne, Chippendale and 
William and Mary designs—designs that 
have been given a cordial welcome by the 
better class stores throughout the entire 
country. 


HucH LYONS & COMPANY 
MAKE BUYERS OUT OF PASSERSBY 
LANSINC - MICHICAN pee 


Pale | STREET 234 S FRANKLIA 











We have everything 
to display shoes properly 


So write for our Catalog 


J. R. Palmenberg’s Sons, Inc. 


A Consolidation of 


Palmenberg Norwich  Kindlimann 


63-65 West 36th Street, New York 


BOSTON CHICAGO BALTIMORE 
26 Kingston St. 204 W. Jackson 108 W. Baltimore St. 














W. L. Douglas Shoe Co., Portland, Me. 
Furnished with 


American Interlocking Shoe Store Chairs 


Some of the advantages of these chairs are: 
Greater Seating Capacity—Chairs Interlock. ~ ‘ 
Greater Comfort—Spring, stuffed or full-roll plain seats. 
Economy—tThey cost less and last longer than wooden 

legged chairs. 


AMERICAN SEATING (,OMPANY 


NEW YORK 
Room 601, 119 W. 40th Street 


ICAGO, ILL. 
1016 Lytton Building 
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Specify that your shoes contain counters cut from 
West Virginia Fibre Board. 

Investigate the standing of our organization before 
specifying your next order for fibre board. 





West Virginia Pulp & Paper Co. 


Pulp Products Dept. 
200 Fifth Avenue 732 Sherman Street 


New York Chicago, Ill. 
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This Kawneer Store Front Put New 
Sales Life 


intoan Old 
Building. 


More than 60,000 
merchants have 
proven the value of 
the KAWNEER 
WAY of Moderniz- 
ing their stores. 





KAWNEER MFG. CO. 
1613 FRONT ST. 
NILES, MICH. 


NN 


‘Let us Show You Ha a Kawneer Store Front Will Pay a Big Profit Send me a copy of 
for YOUR STORE. FORGING AHEAD 


Do not-ovetlook this coupon. Send it at once. SC your new booklet for 


613 STREET h . 
KAWNEER ay G. CO.. NILES #2 MICHIGAN paaceoeaaalleeion 


NV er eran” 























Looks Count Most . 


to the customer— 


Profits Count Most 


to you. 


Underhill’s Foot-Fashioned Spats meet 
the requirements of each. 


Because they are cut in an unusual way 
they fit unusually well. 


For your own good, will you help us 
to get’ them before your customers? 


SEND FOR SAMPLES 


G. F. Underhill Co. 


58 Colden St. Newark, New Jersey 


Manufacturers 88 Washington St., Haverhill, Mass., U.S. A. 


PRACTICAL 
BUCKLE 
SUPPORT 


MADE  vcniil 
Feb. 23, 
1913. 


Can be used on any type of buckle. Easily attached 
Absolutely rigid. Buckles quickly interchanged. 
Keeps buckle close up to throat of shoe. Does not re- 
duce length of vamp. 
SPECIAL TRIAL SAMPLE OFFER 
1 dozen assorted pairs $2.00 F.O.B. Haverhill 
Prices on large quantities on application 


DALRYMPLE-PULSIFER CO. 


~ 




















Rent a ELLIOTT 











Maintenance 
Service is the 
result of years of 
experience. 

It will fit your 
needs best. . 


Or Every 

If you advance 
prefer made in 

to own a Button 
Machine Attaching 
Buy an Machines 


ELLIOTT fj isin the 
ELLIOTT 


Ask Your Jobber for 
The Elliott Plan 
or write us. 


ELLIOTT MACHINE CO. -- Grand Rapids, Mich. 
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Announcing 


The MacNeil Company 


219 Market Street - - Lynn, Mass. 


A re-organization of the Shoe 
City Novelty Co., for fifteen years 
the leading supply house for 


High Grade 
Shoe Ornaments 











HERMON C. MacNEIL, a partner of 
the former company, becomes proprietor 
and active manager of the new organiza- 
tion. The quality which- distinguished 
the old company will be cultivated and 
developed, together with unsurpassed 
We personally manu- service. Special orders made 


facture all our up to suit speci- 
Leather covered buckles our specialty. fication 








goods 














“HUBT TP’ oven re | SHOE LACES 








APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Men’s Women’s or Men’s 











-2 in. per gro. Strings . . ey = =a in. per gro. Strings... - 7s Be in. per gro. Strings .. i. = 

Men’s 63 i in. per gro. Strings. .. ry 405 _ G ASSORTMENT CABINET D wa 1 pe ak Aart CABINET 
‘ ° pair 3 ere ey 

F he al capiner| 36°" "2: :----:-- t¢s.10 Fs eke $3.20 

<0 Pat ae soos 1 $3.00 SS). Sie. ac es Le - “ oe a eer 

26 MS ow cen eeees A ASSORTMENT CABINET 

E anaiaieadasie CABINET 36 pair 36in........... ORDER A TRIAL CABINET 

36 pair 36 i iM........+.. hss 05 Oe es od Sb soa tea. 

36 SE EV : i ee SG. oar COUNTER DISPLAY EASEL 





FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U. S. A. : 


CUUSOGOOSURCEOSCROSROCHCCORHRRRRECRRCESREREREROES CUSCCRORCRGROCRCREEGRRRRRRREEE COUUEECSOCOCEORUREOCORCECECecRCCECET: 
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THE SCHOOL BELL RINGS 
(Concluded from page 77) 
this opening of the school system, but in its relation 
to our education system. Schools teach the rising 
generation. Window displays teach the rising gener- 
ation, the genere tion that is risen, and the generation 
that is passing. Window displays teach of the goods 


Y ; 
~ 


XO 


of daily living. A real enthusiast on window displays 
might go so far as to say that they should be en- 
couraged by the municipality, freed from taxation, 
for instance. All schools, museums with dead ex- 
hibits, and like institutions, get off without taxes. 
Why not the show window also, that is a live educa- 





Opens New York Show Room 


The Hecht Fixture Company, Medinah building, 
Chicago, has just opened up a new show room in 
New York at 65 and 67 East 12th Street, between 
Broadway and 4th Avenue, where they will have on 
display wood and metal display fixtures, forms, 
hangers, etc., as also their exclusive line of glass 
fixtures and a novel line of rugs for window floors. 
E. S. Hecht is in charge. 





The Necessary Pencil 


The pencil is among the most important articles of 
store equipment these days and the store manager 
should make sure that every clerk has a good one. 
If a clerk doesn’t have a pencil handy he will forget to 
jot down a memorandum. If he has a poor one he 
will write the customer’s address so awkwardly that 
it looks like a Chinese puzzle instead of a Christian 
name. If he has a good one he will write down the 
records accurately, and also, make a note of the 
things that are worth keeping for future reference. 





Big city stores commonly have seats to accommo- 
date 100 people or more. One new store in Chicago 
has 168 seats. 





Let Us Help You With Your Window Trimming 


“AJUSTO” BOOT TOP FORMS are indispensable for a good window trim. They 
work all day for business making your shoes more attractive. Adjusted in your shoes 
in a jiffy. Simpler and handier than any form yet devised—no springs to get out of 
order or screws to adjust. Every dealer needs them. They multiply the attractiveness 
of your windows by giving your footwear that smart, snappy, smooth, graceful appear- 
ance. Place an “AJUSTO” in every shoe you display. Order enough for your windows 
today. Price only $3.00 the dozen, f. o. b. Pittsburg, KANSAS. If your jobber cannot 


supply you, order direct. 


Model No. 2 for A and B Widths. Model No. 3 for C and D Widths 


U. S. SPECIALTY MFG. CO. 
DEPT. A, PITTSBURG, KANSAS 


STUDY THIS 
ILLUSTRATION 


The Nathan Arch Sup- 
port gives protection 
just where protection is 
needed. It is flexible, 
cushioned--of no metal 
construction and a 
wonderful su t to 
weakened es. 
Sells readily—Our 10 
day free demonstration 
lan is a splendid sales 


elp. 

Write us about it. 
NATHAN ANKLET 
SUPPORT CO. 
Dept. R. 


55 FIFTH AVE. 
NEW YORK CITY 


(And remember it’s KANSAS) 


Better than real 
porpoise laces 
Looks like leather, but stronger and wear 
longer. Uniformly woven throughout — no 


weak spots. at 
We'll send pli 


The Narrow Fabric Co. - Reading, Pa. 
Makers of the famous Nufashond Fabric Tip Shoe Laces 
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It's yours for 
the asking — 


We have made it possible for every shoe dealer to 
install one af these Goodyear Shoe Repairing Outfits 
on very easy terms. 


The work the machine does is of so superior a quality, 
and done so much faster than is possible by hand, 
that the dealer or repairer who has the outfit will 


soon control all the business in his territory. 


Service giving is the secret of success in the shoe. repairing 
line. Customers to-day want shoes remade — not just re- 
paired. And they want them in a hurry. 


With this Goodyear outfit you can do a stitching job equal 
to that on new shoes, and turn your repair jobs out in a 
tenth of the time of hand work. 

We install the machines, teach you their operation and give 
you the full benefit of Goodyear Service. Write us for com- 
plete plans and full desctiption of our numerous outfits, each 
for a particular size shop. 


United Shoe Repairing Machine Company 
4 ALBANY STREET, BOSTON, MASS. 
708 Broadway 93 Centre Street 619 Mission Street 16 No. 2nd Street 
Cincinnati Brockton San Francisco Harrisburg, Pa. 
30 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
Cleveland New York Haverhill Columbus, Ohio Lynn 
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18 So. Market Street 276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Chicago Johnson City, N.Y. Auburn, Me. Rochester Marlboro 
1423 Olive Street 301 American Casualty Bldg. 286 Third Street. 221 No. 13th Street 216 Chartres Street 
Se. Louis Reading, Pa. Milwaukee . Philadelphia New Orleans 
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